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This listing of claims replaces all prior versions, and listings, of claims in the apphcation: 



Listing of Claims: 



1 . (Currently amended) A process for assisting presentation of sel e cting a first sales 
pitch appropriate for a particular telephone caller of a telephone call/center, the process 
comprising: 

receiving a call from a caller to a telephone call center ; 
accessing information about the caller gathered prior to the call; e^d 
automatically selecting a first sales pitch appropriatg/for the caller based upon the 
information accessed about the callerr; 

transferring the call to a human operator: and 

assisting the human operator to present the fir^ sales pitch to the caller. 



2. (Currently amended) The processyof claim 1 wh^r^ 



sting the human 



operator to present the first sales pitch is autorndtically s e l e ct e d b e for e th e call is transf e rr e d to a 



comprises displaying at least a portion of the Selected first sales pitch on A display of the hvmian 



operator. 



3. (Original) The process c/f claim 1 wherein^thd fir^t^sales pitch is automatically 
selected only when the information a9cessed about the call^ndicates that the caller satisfies 
certain predetermined criteria. 

4. (Currently amended) The process of claim 2 i wherein accessing the information 
about the caller includes accessing a geographic residence of the caller, and automatically 
selecting the first sales pitch includes making a sales pitch unavailable for selection for the caller 
based upon the geographic residence of the caller. 



5. (Currently Amended) The process of claim 2 I wherein accessing the information 
about the caller includes accessing a credit status for the caller, and automatically selecting a first 
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sales pitch includes selecting the first sales pitch for a caller only when the^ caller is determined 
to have a satisfactory credit status. 

6. (Original) The process of claim 1 wherein accessing information about the caller 
includes acquiring and storing a response by the caller to the sel9Cted first sales pitch as part of 
the information about the caller. 

7. (Currently amended) The process of clainyl fiirther comprising pres e nting th e 
first sal e s pitch to the call e r, and wherein accessing infoimation about the caller includes 
acquiring and storing information reflecting a respons/to the first sales pitch by the caller as part 
of the information about the caller immediately afte/ the caller provides the response to the first 
sales pitch. 

8. (Original) The process of claiii^ 7 fiirther comprising selecting a second sales 
pitch for the caller immediately after the calier provides thcyre^onse to the first sales pitch, 
wherein the second sales pitch is selectedyQutomatically based on ttj^information accessed about 
the caller including the information refl/cting the respons)^ by the caller to the first sales pitch. 

9. (Original) The process of claim 8 wherein tftp secpdd sales pitch is provided to 
the caller during the phone call if me response by the caMeiytp^e first sales pitch was favorable. 

10. (Original) The/process of claim 9 wherein the second sales pitch is provided to 
the caller during the phone Cyall if the response by the caller to the first sales pitch was not 
favorable. 



11. (Original/) The process of claim 1 wherein accessing information about the caller 
includes acquiring ancystoring information about the caller before receiving the call firom the 
caller and wherein the stored information about the caller is accessed automatically upon 
receiving the call fi-qm the caller. 
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12. (Original) The process of claim 1 wherein the information Accessed about the 
caller comprises historical information based on responses made by the/aller in response to past 
sales pitch offers. 

13. (Original) The process of claim 1 wherein the infopfnation accessed about the 
caller comprises historical information based on past misbehavior of the caller, and wherein the 
past misbehavior includes a violation by the caller of a terms of service agreement associated 
with an account of the caller. 

14. (Original) The process of claim 1 whereir/ the information accessed about the 
caller comprises information regarding current enrollnjent by the caller in products or services 
offered by a commercial partner. 



15. (Original) The process of claim l/wherein the information accessed about the 
caller comprises information relating to an address of the caller such that the first sales pitch is 
selected automatically based on the information relating to \the address of the caller. 



16. (Currently amended) Th^^ process of claj 
pr e s e nting th e s e l e ct e d first sa|is pitch to th e jca 
transferring the caller to a commercial partner ti 



corresponds to the selected first s^ies pitch if the caller 
pitch. 

17. (Original) Thei>rocess of claim 16 fiirth^t comprising communicating 
information accessed about tMe caller to the commercial partner substantially in real time. 




er compnsmg ■ 



ides a product or service that 
pressed interest in the first sales 



18. 

the caller. 



(Original) ZThe process of claim 17 wherein the information comprises a name of 



19. 

and telephone 



(Original) The process of claim 17 wherein the information comprises an address 
numbenof the caller. 
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20. (Original) The process of claim 17 wherein the information comprises 
information regarding the first sales pitch presented to the caller. 

21 . (Original) The process of claim 17 wherein the information comprises 
information regarding the response by the caller to the first sales pitch presented to the caller. 



22. (Original) The process of claim 1, further comprising: 
transferring the caller to a commercial partner that n/ovides a product or service that 

corresponds to the selected first sales pitch, wherein the Cjzwnmercial partner provides a second 

sales pitch to the caller; and 

receiving feedback information firom the comiifercial partner regarding a response by the 

caller to the second sales pitch after the response to ^e second sales pitch is received fi-om the 

caller by the commercial partner. 



23. (Original) The process of clain/22 wherein t' 
feedback information regarding the responseyuy the caller immedi 



second sales pitch is received fi"om the caller by the commercial 



24. (Original) The process c/f claim 23 wherein me f( 




ercial partner provides the 



the response to the 



ck information is stored as 
(;s pitches in the fiiture. 



information accessed about the caller/o be used for selecting\sal( 



25. (Original) The process of claim 1 wherein automatically selecting the first sales 
pitch comprises: 

automatically determining a pool of available sales pitches for the caller including all 
sales pitches for which the ca^er has not been indicated ineligible by the information accessed 
about the caller; and 

randomly selecting fhe first sales pitch fi"om the pool of available sales pitches. 
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26. (Original) The process of claim 25 wherein automatically/selecting further 
includes removing a sales pitch from the pool of available sales pitches4fter the sales pitch is 
selected at random from the pool of available sales pitches and the imbrmation accessed about 
the caller indicates that the caller is ineligible for the randomly selected sales pitch. 

27. (Original) The process of claim 25 wherein each sales pitch within the pool of 
available sales pitches has an equal probability of random s^ection when the random selection is 
made. 

28. (Original) The process of claim 25 wherein the pool of available sales pitches 
comprises sub-pools of available sales pitches that each have an associated parameter that 
defines the likelihood that a sales pitch will be se}ected from the sub-pool of sales pitches when 
the random selection is made. 



atically selecting the first sales 
the caller including only 



les f( 



29. (Original) The process of c^im 1 wherein j 
pitch comprises: 

automatically determining a poo( of available sales pit^ 
those sales pitches for which the calle/ is eligible as indicated by the/information accessed about 
the caller; and 

randomly selecting the firs^ sales pitch from the pbol of available sales pitches. 



30. (Original) The process of claim 29 wherein automatically determining the pool of 
available sales pitches for the/caller includes selecting available sales pitches for the caller based 
upon a caller preference indicated by the information accessed about the caller. 



31. (Original)/The process of claim 1 wherein automatically selecting the first sales 
pitch comprises: 

automatically comparing the information accessed about the caller to a sales pitch profile 
associated with a sales/pitch; and 
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generating a comparison result based upon the comparison of the in^rmation accessed 
about the caller and the sales pitch profile. 

32. (Original) The process of claim 31 further comprising^determining and storing 
the sales pitch profile before comparing the information accessed ^out the caller to the sales 
pitch profile associated with the sales pitch. 

33. (Original) The process of claim 32 ftirther comprising accessing the sales pitch 
profile after determining and storing the sales pitch profile/and prior to comparing the 
information accessed about the caller to the sales pitch profile associated with the sales pitch. 



34. (Original) The process of claim 31 ^her comprising determining a sales pitch 
profile having an acceptable comparison result anfi selecting a sales pitch associated with the 
sales pitch profile having the acceptable comp^son result as^e fi^t sales pitch. 

35. (Original) The process of cWim 1 fiulher com ^risjiig storiiyg a relationship 
between products and services of one cotpmercial partner t(j) ^les pitche/ corresponding to 
products and services of another commercial partner prior tb ifeceiving/he call fi'om the caller, 
wherein automatically selecting includes accessing the relationship between products and 
services of the one commercial partner to sales pitches corresppmlmg to products and services of 
the other commercial partner. 



36. (Currently amended) A system for assisting to present s e l e cting a first sales pitch 
appropriate for a particular telephone caller of a telephone call center, the system comprising: 

receiving means for receiving a call firom a caller to a telephone call center ; 

accessing means for accessing information about the caller gathered prior to the call; md 

selecting means for automatically selecting a first sales pitch appropriate for the caller 
based upon the information accessed about the caller^T 

transferring means for transferring the call to a human operator: and 
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assisting means for assisting the human operator to present the first^ales pitch to the 



caller. 



37. (Currently amended) The system of claim 36 furth e rycomprising transf e rring 
m e ans for transf e rring th e call to a human op e rator, and wh e r e in v/nerein the assisting means 
comprises display means for displaying at least a portion of the first sales pitch is s e l e ct e d 
automatically by th e s e l e cting m e ans befor e th e transf e rring rn e ans transf e rs th e call to the 
human operator. 

38. (Original) The system of claim 36 wherein the first sales pitch is selected 
automatically by the selecting means only when the in^brmation accessed about the caller by the 
accessing means indicates that the caller satisfies certain predetermined criteria. 



39. (Currently amended) The systen^ of claim ^ 36 wherein the accessing means 
accesses information indicating a geographic residence of the caller, and the selecting means 
automatically makes a sales pitch unavaila^e for selectiory^bi a caller based upon the geographic 
residence of the caller. 

40. (Currently amended) /The system of claim jr?\36 Wierein the accessing means 
also accesses a credit status for the/aller and the selecting rnq^ selects a first sales pitch for the 
caller only when the credit statusyof the caller satisfies predetermined credit criteria. 



41. (Original) Th^system of claim 36 wherein the accessing means includes an 
acquiring means for acquiring a response by the caller to the selected first sales pitch and a 
storing means for storing the acquired response by the caller as part of the information about the 
caller. 



42. (Current]^ amended) The system of claim 36 , fiirth e r comprising a pr e senting 
m e ans for pr e s e nting th e first sal e s pitch to th e call e r, and wherein the accessing means includes 
an acquiring means for acquiring a response by the caller to the selected first sales pitch and a 
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storing means for storing the acquired response by the caller as part of the infonajation about the 
caller immediately after the caller provides the response to the first sales pitch-) 




43. (Original) The system of claim 42, further comprising a second selecting means 
for selecting a second sales pitch for the caller immediately after the caller provides the response 
to the first sales pitch, wherein the second sales pitch is selected automatically based on the 
information accessed by the accessing means about the caller includijag the information 
reflecting the response by the caller to the first sales pitch. 



44. (Original) The system of claim 36 wherein the accessing means includes an 
acquiring means for acquiring information about the caller ancd a storing means for storing the 
acquired information about the caller before the receiving rnfeans receives the call fi-om the caller 
and wherein the accessing means also includes a retrieving means for automatically retrieving 
the stored information accessed about the caller upon re(ceiving the call fi*om the caller. 



45. (Original) The system of claim 36 wherein the information that the accessing 
means accesses about the caller comprises histoyical infom^^qn based on responses made by the 
caller in response to past sales pitch offers. 



ation that the accessing 
ased on past misbehavior of 
y the caller of a terms of 



46. (Original) The system of aaim 36 wherein tl 
means accesses about the caller comprisiJs historical informat' 
the caller, and wherein the past misbehavior includes a vi^ 
service agreement associated with anyaccount of the caller. 




47. (Original) The system of claim 36 wherein the information that the accessing 
means accesses about the caller comprises information regarding current enrolhnent by the caller 
in products or services offered bA^ a commercial partner. 



48. (Currently amended) The system of claim 36 fiirther comprising hand-offe 
pr e s e nting m e ans for pr e s e nting th e s e l e ct e d first sal e s pitch to th e call e r; and 

/ 
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transf e rring means for transferring the caller to a commercial partner that provides a 
product or service that corresponds to the selected first sales pitct^f the caller has expressed 
interest in the first sales pitch. 

49. (Original) The system of claim 48 further comprising communicating means for 
communicating information that the accessing means acqesses about the caller to the commercial 
partner substantially in real time. 

50. (Original) The system of claim 49 Wherein the information communicated by the 
communicating means comprises information regarding the first sales pitch presented to the 
caller by the presenting means. 



5 1 . (Original) The system of claim 49 wherein tne^nibmiation commimicated by the 
communicating means comprises information regarding Ifhe response by the caller to the first 
sales pitch presented to the caller by thor presenting rnean$ 



52. (Currently amended/ The system of claim B6^rther comprising: 
transf e rring hand-off medns for transferring th.ej:;ailer to a commercial partner that 

provides a product or service that corresponds to the selected first sales pitch, wherein the 

commercial partner provides i second sales pitch to the caller; and 

feedback means foryreceiving feedback information fi-om the commercial partner 

regarding a response by tMe caller to the second sales pitch after the response to the second sales 

pitch is received from the caller by the commercial partner. 



53. (Origihal) The system of claim 52 wherein the commercial partner provides 
feedback information to the feedback means regarding the response by the caller almost 
immediately after /he response to the second sales pitch is received from the caller by the 
commercial partner. 
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54. (Original) The system of claim 53 wherein the accessing means includes a 
storing means for storing the feedback information as part of the infonpfation about the caller to 
be used for selecting sales pitches in the future. 

55. (Original) The system of claim 36 wherein the selecting means comprises: 
a pool determination means for automatically determimng a pool of available sales 

pitches for the caller including all sales pitches for which the caller has not been indicated 
ineligible by the information accessed by the accessing means about the caller; and 

a random selection means for randomly selectiijg the first sales pitch from the pool of 
available sales pitches. 



56. (Original) The system of claim 5/ wherein the selecting means further includes a 
removing means for removing a sales pitch from the pool of available sales pitches after the sales 
pitch is selected at random from the pool of /vailable^ales pitches and the information accessed 
about the caller by the accessing means inmcates/th it ^exniJer is ineligible for the randomly 



selected sales pitch. 



57. (Original) The system of claim 5p a\ 
includes a probability determination means for dete 

the sales pitches comprising the^ool of available sales pitches so that each sales pitch within the 
pool of available sales pitche/has an equal probability of random selection when a random 
selection is made. 



herein the pool determination means 
ining a probability of random selection for 



58. (Original/ The system of claim 55 wherein the pool determination means 
determines a pool of available sales pitches comprised of sub-pools of available sales pitches and 
wherein the probability determination means determines a probability associated with a sub-pool 
of available sales pitches that defines the likelihood that a sales pitch will be selected from the 
sub-pool of sales pilches when a random selection is made. 



59. 



iginal) The system of claim 36 wherein the selecting means comprises: 
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comparing means for automatically comparing the information accessed about the caller 
by the accessing means to a sales pitch profile associated with a sal^ pitch; and 

generating means for generating a comparison result based upon the comparison of the 
information accessed about the caller and the sales pitch profil/^ 



60. (Original) The system of claim 59 further /omprising: 

profile determining means for determining the ssQes pitch profile before the comparison 
by the comparing means; / 

profile storing means for storing the sales p^tch profile before the comparison by the 
comparing means; and 

profile accessing means for accessing tb6 sales pitch profile before the comparison by the 
comparing means. 



6 1 . (Original) The system of £51aim 60 further comprising: 
acceptable profile determining>means for cfeterm/ning a sales pitch profile having an 



acceptable comparison result; and 
sales pitch selecting means > 



selecting as 



ths fiyst sales pitch a sales pitch associated 



with the sales pitch profile havir^ the acceptable p^parison result. 

62. (Original) Th^ system of claim 36 further comprising a relationship storing 
means for storing a relationship between products and services of one commercial partner to 
sales pitches corresponding to products and services of another commercial partner prior to the 
receiving means receiving the call from the caller, wherein the selecting means includes 
accessing means for accessing the relationship between products and services of the one 
commercial partner to sales pitches corresponding to products and services of the other 
commercial partnen 



63. (Currently amended) A computer program stored on a computer readable 
mediimi or a propagated signal for assisting to present s e l e cting a first sales pitch appropriate for 
a particular telephone caller of a telephone call center , the computer program comprising: 



Applicant 
Serial No. 
Filed 
Page 



James Paul Haughwout 
09/819,899 
March 29, 2001 
13 of 25 



Attorney's Docket No 



cket > 



06975-144001 /Member 
Services 04 




from a caller to the 



a receiving code segment that causes the computer to receive a i 
telephone call center ; 

an accessing code segment that causes the computer to access information about the 
caller gathered prior to the call; bbA / 

a selecting code segment that causes the computer to automatically select a first sales 
pitch appropriate for the caller based upon the information acicessed about the callerT; 

a transferring code segment that causes the computer to transfer the call to a human 
operator; and 

an assisting code segment that causes the comj^uter to assist the human operator to 
present the first sales pitch to the caller . 



64. (Currently amended) The comndter program of claim 63 fixrth e r comprising a 
transf e rring cod e s e gm e nt that caus e s th e comput e r to tmrnf e r th e call to a human operator, and 



wh e r e in th e s e l e cting cod e s e gment caus e s/th e comput e r to automatically s e l e ct a first sal e s pitch 
b e for e th e transf e rring cod e s e gm e nt cau^G th e compi ^ri:6"timislFer th e call to wherein the 



assisting code segment comprises a di^^lav code segment that causes the computer to display at 
least a portion of the first sales pitct/on a display of themumanyoperator. 



65. (Original) The c6mputer program of clain/63 wherein the selecting code segment 
causes the computer to autoniatically select the first sales pitch only when the information 
accessed about the caller indicates that the caller satisfies certain predetermined criteria. 



66. (Currentli^ amended) The computer program of claim 64 63 wherein the 
accessing code segmeijl causes the computer to access information indicating a geographic 
residence of the calle^, and the selecting code segment causes the computer to automatically 
make a sales pitch i^available for selection for a caller based upon the geographic residence of 
the caller. 



67. (Currently amended) The computer program of claim 64 63 wherein the 
accessing code segment fiirther causes the computer to access information indicating a credit 
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status for the caller and the selecting code segment causes the computer to select a first sales 
pitch for the caller only when the credit status of the caller satisfies predetermined credit criteria. 

68. (Original) The computer program of claim 63 wherein the accessing code 
segment includes: 

an acquiring code segment that causes the computer/o acquire a response by the caller to 
the selected first sales pitch; and 

a storing code segment that causes the compute/to store the acquired response by the 
caller as part of the information about the caller. 

69. (Currently amended) The computer program of claim 63 , fiirther comprising a 
pr e s e nting cod e s e gm e nt that causes th e compjft e r to pr e s e nt the first sal e s pitch to th e call e r, and 
wherein the accessing code segment include)^ 

an acquiring code segment that caufses the coni^ta- to acquire a response by the caller to 
fte selected firs. sale, pitch; and ' 

a storing code segment that cadses the complitei to store t^e acquired response by the 
caller as part of the information abjmt the caller immediptely ^er the caller provides the 
response to the first sales pitch-. 

70. (Original) TWe computer program of claim 69, further comprising a second 
selecting code segment thsft causes the computer to select a second sales pitch for the caller 
immediately after the caJler provides the response to the first sales pitch, wherein the computer 
selects the second sales pitch automatically based on the information that the accessing code 
segment causes the computer to access about the caller including the information reflecting the 
response by the cajjer to the first sales pitch. 



71. ^Original) The computer program of claim 63 wherein the accessing code 
segment incluaes: 

an ac^iring code segment that causes the computer to acquire information about the 
caller; and 
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a storing code segment that causes the computer to store the acquireci information about 
the caller before the receiving code segment causes the computer to receive the call from the 
caller; and 

wherein the accessing code segment also includes a retrieving code segment that causes 
the computer to automatically retrieve the stored information accessed about the caller upon 
receiving the call from the caller. 

72. (Original) The computer program of claim wherein the information that the 
accessing code segment causes the computer to access alsout the caller comprises historical 
information based on responses made by the caller in response to past sales pitch offers. 

73. (Original) The computer progranVof claim 63 wherein the information that the 
accessing code segment causes the computer to^access about the caller comprises historical 
information based on past misbehavior of th/ caller, and wherein the past misbehavior includes a 
violation by the caller of a terms of serviced agreement/^s4)ciated with an account of the caller. 



74. (Original) The computer program of 



63 wherein the information that the 



accessing code segment causes the^mputer to access abou^he caller comprises information 
regarding current enrollment by tjae caller in product!^ )r s/rvices offered by a commercial 
partner. 



75. (Currently amended) The computer program of claim 63 ftirther comprising a 
hand-offe 

a pr e s e nting cod/ s e gm e nt that caus e s th e comput e r to pr e s e nt th e s e l e ct e d first sal e s 
pitch to th e call e r; and y 

a transf e rring code segment that causes the computer to transfer the caller to a 
commercial partner mat provides a product or service that corresponds to the selected first sales 
pitch if the caller has expressed interest in the first sales pitch. 
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76. (Original) The computer program of claim 75 further comprising a 
communicating code segment that causes the computer to communic^e information accessed 
about the caller to the conmiercial partner substantially in real time 

77. (Original) The computer program of claim 76>wherein the information that the 
communicating code segment causes the computer to comrpunicate comprises information 
regarding the first sales pitch presented to the caller. 

78. (Original) The computer program oC^claim 76 wherein the information that the 
communicating code segment causes the computer to communicate comprises information 
regarding the response by the caller to the first /ales pitch presented to the caller. 

79. (Currently amended) The computer program of claim 63, further comprising: 
a transf e rring hand-off code segjnent that caii^es^the computer to transfer the caller to a 

commercial partner that provides a pr/^duct or serv/ce tfcfat corresponds to the selected first sales 
pitch, wherein the commercial parh^er provides a feecond sales pi^h to the caller; and 

a feedback code segment^at causes the cjomputer to revive feedback information from 
the commercial partner regarding a response by the caller to second sales pitch after the 
response to the second salesypitch is received fromVtne-caller by the commercial partner. 

80. (OriginaW The computer program of claim 79 wherein the feedback code 
segment causes the co/iputer to receive feedback information provided by the commercial 
partner regarding th^ response by the caller almost immediately after the response to the second 
sales pitch is recei/ed from the caller by the commercial partner. 



81. (Original) The computer program of claim 80 wherein the accessing code 
segment includes a storing code segment that causes the computer to store the feedback 
informationyks part of the information about the caller to be used for selecting sales pitches in the 
fixture. 
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82. (Original) The computer program of claim 63 wherein the selecting code segment 
comprises: 

a pool determination code segment that causes the computer to automatically determine a 
pool of available sales pitches for the caller including all sales pitche? for which the caller has 
not been indicated inehgible by the information accessed about thexaller; and 

a random selection code segment that causes the computer to randomly select the first 
sales pitch from the pool of available sales pitches. 

83. (Original) The computer program of claim 81 wherein the selecting code segment 
further includes a removing code segment that cause/ the computer to remove a sales pitch from 
the pool of available sales pitches after the sales mrch is selected at random from the pool of 
available sales pitches and the information accessed about the caller indicates that the caller is 
ineligible for the randomly selected sales pitj 

84. (Original) The comput^program ofplaim 82 wherein the pool determination 
code segment includes a probability determinatioi/ codA-segment that causes the computer to 
determine a probability of random /election for the s^es pitches comprising the pool of available 
sales pitches so that each sales nitch within the pom of availablef sales pitches has an equal 
probability of random selection when a random seleption is nmde. 

85. (Original) /The computer program ofplmm 82 wherein the pool determination 
code segment causes th(B computer to determine a pool of available sales pitches comprised of 
sub-pools of available sales pitches, and wherein the probabiHty determination code segment 
causes the compute/to determine a probability associated with a sub-pool of available sales 
pitches that defines the likelihood that a sales pitch will be selected from the sub-pool of sales 
pitches when a random selection is made. 



86. / (Original) The computer program of claim 63 wherein the selecting code segment 
comprises: 
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a comparing code segment that causes the computer to automatically^mpare the 
information accessed about the caller to a sales pitch profile associated witM a sales pitch; and 

a generating code segment that causes the computer to generate axomparison result 
based upon the comparison of the information accessed about the call^ and the sales pitch 
profile. 



87. (Original) The computer program of claim 86, wherein, before the comparing 
code segment causes the computer to automatically compare/fhe information accessed about the 
caller to the sales pitch profile associated with the sales pi^h, the computer program further 
comprises: 

a profile determining code segment that caus^ the computer to determine the sales pitch 

profile; 

a profile storing code segment that caus9^ the computer to store the sales pitch profile; 
and / 

th/comp 



profile 



a profile accessing code segment th^t causes th^ computer to access the sales pitch 



88. (Original) The comntiter program of dlaib 86 fixrfher comprising: 
an acceptable profile determining code segmentf^^ the computer to determine a 

sales pitch profile having an acceptable comparison result; and 

a sales pitch selectingycode segment that causes the computer to select as the first sales 

pitch a sales pitch associates with the sales pitch profile having the acceptable comparison result. 



89. (Original^ The computer program of claim 63 fiirther comprising a relationship 
storing code segment mat causes the computer to store a relationship between products and 
services of one commercial partner to sales pitches corresponding to products and services of 
another commerciaFpartner prior to the receiving code segment causing the computer to receive 
the call fi-om the caller, wherein the selecting code segment includes an accessing code segment 
that causes the computer to access the relationship between products and services of the one 
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commercial partner to sales pitches corresponding to products and services of the other 
commercial partner. 



